
 

 

What is the size of the market opportunity that this project might open up?  

 

DoD needs innovative strategy planning to survive in increasingly competitive 

defence markets. Marine Magnet, Inc, dispatcher protocols address how the 

variables that shape strategy, planning and behaviour are parceled out and how 

they may affect sourcing ticket opportunities. Marine Magnet, Inc dispatchers look 

at DoD resources and objectives to help and guide the search for opportunities and 

assess the need to understand competition and how to do a competitive market 

analysis. A  focus on external defence markets are key because changes in these 

variables present new opportunities as well as problems user behavioural issues 

deal with in marketing strategy and planning for unforeseen changes in market 

size. 

 

 

 

 

Target market segmentation and positioning at a high-level formulates the goal of a 

marketing strategy in identifying a target market and developing a market mix that 

will appeal to DoD sourcing ticket schedule strategies. Decisions regarding the 

ideal mix can be organised in terms of price, promotion, product, and price. 

However, the goal is not to just come up with a particular strategy, but rather to 

focus on providing value key defence market segments. DoD must decide where 

it’s going, or it may fall into the trap of losing sight of Marine Magnet, Inc. 

dispatcher objectives, which should shape the direction and operation of the entire 

DoD enterprise. 

 

 

 

It is difficult for Marine Magnet, Inc. to set user based requirements and 

behavioural objectives that actually do a good job in guiding the present and future 

development of DoD sourcing ticket generation. The process forces Marine 

Magnet, Inc. dispatcher teams to look at the entire DoD enterprise and 



relate its present objectives and resources to the market in order to 

then decide what is to be accomplished in the future. Marine Magnet, Inc. 

diaptchers should be listening to defence market signals when setting objectives, 

but setting up objectives for the entire DoD enterprise must relate user 

requirements and behavioural strategies within resource limits. In this sense, 

objectives may usually reside outside the control of Marine Magnet, Inc. dispatcher 

marketing strategies for substitute resource component sourcing tickets It would be 

convenient if DoD could set a limited number of objectives, such as reigning in 

costs or meeting force structure requirements and then let that serve as the guide. 

However, setting the user requirements for acual objectives is 

much more complicated, which helps explain why it’s often done in a sub-par 

manner or not done at all. 

 


